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The Strategic Selling Master Class is aimed at Sales Directors/Managers, National,
International and Key/Major Account Sales people who are responsible for winning,
developing and keeping high value customers. The Strategic Selling Master Class
significantly improves an organisation’s ability to win large and complex sales
opportunities with long sales cycles by applying a consistent approach and sales

strategy.

This programme helps to develop a strategic selling process and action plan and
improves global sales team collaboration to pursue strategic opportunities and
allocate appropriate resources. The Strategic Selling Master Class will help give

delegates a common process and language for pursuing sales opportunities and

criteria for allocating resources to determine when to walk away from resource
intensive deals with low probabilities of success.

Delegates will learn how to focus time and energy on those opportunities most likely to become profitable, long-term customers.

Master Class Objectives Delegates will learn

e To influence and secure approval from multiple e What ‘Strategic Selling’ actually is and what impact this has on their
decision makers day to day role

* To gain more visibility into the status of important *  How to use the Ansoff Matrix to help determine their Strategic Plan
sales opportunities for Sales ‘Growth’

e To improve team collaboration to pursue strategic e What impact ‘Market Penetration’ has on the long term growth
opportunities and allocate appropriate resources strategy

e To forecast revenue with greater accuracy e What makes Key/Major accounts different from their smaller

e To increase close rates for opportunities with long counterparts
sales cycles *  How to define and Target ‘Key’ Market Sectors

* How to ‘work’ their own Sales Process & Sales Funnel - ‘Strategic
Selling Funnel Management’

*  How Key/Major accounts position suppliers and how this impacts on
the Sales Strategy

e The importance of defining and penetrating the Decision Making Unit
(DMU) within different market sectors

e How to measure the strength of their ‘relationship’ with different

people within the Decision Making Unit (DMU)

*  How to Sell solutions to different people within the Decision Making
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Longton New Broad Street *  How to present Financial (ROI) Benefits and Solution Benefits relevant
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PR4 SPN ECZM INH to the different people within the Decision Making Unit (DMU)
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F: 01772 611119 F: +44 (0)20 7100 9890 e How to use the ‘SPIN’ selling model for larger-scale transactions
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¢ How to determine sales tactics and a selling style for maximum profit
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